TO: 


Entire Sales Force 


FROM: Doug Nelson 

SUBJECT: 6th Sales Period 


£ 

t 


We are entering the final two months of the year at full stride. 
In addition to a new brand launch which, by the way, is going 
extremely well, we have several targeted promotions, 
merchandising programs and various other activities to key in on 
as the year ends. 

It is most appropriate at this time to reflect on what kind of 
year we have had as a company. While our competitors have been 
struggling with various problems — i.e., company buy-outs, brand 
failures, declining sales and market shares — Philip Morris has 
continued its track record of increasing market share by 
providing retailers and consumers with programs and promotions 
that sell our brands. 

There are many challenges ahead of us. But, in order to do more 
business in the future, we must take care of the business at 
hand. Superslims is a priority, of course. However, we must 
also concentrate on merchandising all of our products in the 
supermarket front end. Plans R and C have not yet met their 
potential given the number of contracts signed versus the number 
of potential accounts. Inventory depth of Marlboro is still a 
major concern; one which was presented to you in January of this 
year and still needs improvement. Cambridge and Alpine business 
has grown tremendously this year, but still needs broader 
distribution and increased merchandising to meet their potential. 

It is you in the Field Sales Force that make things happen. 
Every program and every promotion is designed for a specific 
purpose. Our company's overall business can be measured on how 
well you implement these programs. 
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BRAND ACTIVITY 


Superslims 

Superslims must continually be worked at retail in order to gain 
distribution and visibility. Make sure that it is available in 
all pack racks and most importantly, a conscious effort should be 
made to utilize all existing point of sale to properly promote 
Superslims. 

The Supplemental Display Program for Superslims enters into the 
November Sales Cycle, offering 25b coupon/sticker displays, 2 for 
1 displays, $2.00 off coupon displays and a sampling program 
intended to generate trial and conversion among smokers of 
competitive ultra low tar brands. Pre- planning your activities 
to insure that you penetrate the right calls is as important as 
total utilization of your promotional displays. In other words, 
penetration of high volume supermarkets, for instance, should be 
an objective of the $2.00 carton displays. 

Superslims Stickers 

As part of the Superslims introduction, stickers have been 
produced which illustrate the 70% less smoke side by side 
demonstration. These stickers are to be used on packs, 
cartons...wherever they can be placed. All Area Managers 
Military Sales and Sales Representatives will receive a box of 
6,000 by mid-November. 

Cambridge Big Bonus Coupon Book 

The beginning of this sales period marks the last chance of 
working the Cambridge Big Bonus Coupon Book promotion. Keeping 
that in mind, during the November Sales Cycle, ample stock of 
Cambridge should be placed at retail to further enhance 
visibility and eliminate any possible 00S situations. The 
Cambridge BBCB promotion is an exciting promotion offering not 
only consumer incentives but incentives for retailers and you, 
our sales force as well. Sales Reps and Merchandising Reps 
should continue to promote as they come to the final month. 

Cambridge Semi-Permanent Displays 

The plastic 110 carton Cambridge display is to be utilized in 
high volume carton outlets through November as part of the Big 
Bonus Coupon Book promotion. Since product sold through the 
Bonus Reserve program is used to stock this display, no display 
payment is authorized. Promo Code 560 is to be used when 
reporting this unit. 
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Beginning December, stores may elect to maintain these displays 
as a semi-permanent unit. The non-promotional header card is to 
be used and a monthly display payment of $45.00 paid via cash is 
authorized only if the display is kept fully stocked of 
Cambridge. Promo Code 628 is to be used to report this display 
as a semi-permanent unit. 

If this unit is used for the Big Bonus Coupon Book promotion and 
not kept as a semi-permanent display, be sure to disassemble the 
display and store it at your POS depot once the promotion has 
ended. 

Alpine B1G1F 

You should have already received the program details for the 
Alpine Buy One Get One Free promotion taking place during the 
November Sales Cycle. In keeping with the goals of this 
promotion, i.e., generate trial and basically broaden 
distribution at retail, it is imperative that back up Alpine 
stock be available during the promotion. 


Virginia Slims Book of Days 

The Virginia Slims Book of Days promotion is taking place during 
the entire sales period, offering 10 and 30 carton displays. 
Southland and Mobil are also participating in this promotion in 
the December Sales Cycle only. Sales Reps and Merchandising Reps 
are to apply the on-carton coupons. 

All pertinent information regarding this promotion is enclosed in 
this PPP. 
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WAREHOUSING PROCEDURE 


If there is ever a need for you to ship any type material back to 
a regionalized USCO facility or to Kearny, the following NYO 
personnel should be contacted: 

Custom Hardware - Richard Harvell 212-878-2306 

Standard Fixtures, Field Returns - Michael Keshner 212-878-2304 
Continuous Materials - Susan Norris 212-880-3359 

This procedure will prevent refusal of in-bound freight. 

LOCAL PAY DRAFTS 


The local pay drafts are being issued early so that all draft 
payments are made prior to the end of the year. It is important 
that local pay draft reporting procedures be accurate. 

SALES PERIOD SHIPMENTS 

Beginning with the distribution of the sixth sales period 
materials, the outer cartons used to pack cycle contents will be 
color coded with either a color block, or the appropriate color 
label. The alternating color code scheme will be as follows: 


Sales 

Period 

Color 

1st & 

4 th 

Red 

2nd & 

5 th 

Blue 

3rd St 

6 th 

Green 


This system was designed to enhance your ability to differentiate 
Sales Period materials from other requisition and program 
shipments at the depot level. As you can see, materials for the 
6th Sales Period are color coded green. 

TWO WEEK SALES FORCE EXPENSE REPORTING 


During the Superslims introduction, the expense draft limit will 
be $3,000. The first week of December the draft limit will 
become $2,000. This is the normal limit for Sales Force expense 
drafts. For any two week expense reporting period that exceeds 
the draft limit, Richmond Accounting will issue a second draft 
for the overage. Should you exceed the draft limit for two 
consecutive two week expense reporting periods, your draft limit 
will be automatically increased by $1,000. 


N 


A limited number of Sales Force employees have been identified to 
receive an increased expense draft limits. These limits will be 
reviewed quarterly and adjusted down to normal levels if deemed 
necessary. 
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It is essential that expense reports be submitted to your 
immediate supervisor on time. This will help avoid any delays in 
the issuance of expense drafts. 

Expense Overage Reporting - If your expenses exceed the draft 
limit, report the amount due you on the line provided on the left 
side of the Expense Voucher titled "Total Expense Amount Due." 

If no overage is due you, do not report any amount in this area. 

Superslims Repack Cartons 

Superslims repack cartons will be available for ordering 
beginning November. Because Superslims cartons require three 
inserts (two narrow and one wide), explosion code numbers have 
been assigned to the repacks. Whenever you order Superslims 
repacks, you will automatically receive the three insert pieces. 

Packing Order Number 

Superslims Regular 90190 

Superslims Menthol 90191 

PPP Brand Line-Up 

Included in this PPP you will notice the addition of color 
photographs depicting the November and December brand line-up. 

The intent of the photographs is to accurately display the 
contracted brands, so as to achieve a level of consistency in our 
displays throughout your retail stores. 
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GENERAL ISSUES 


PRICE VALUE 11 CALL OUTS” 

As the Price Value category continues to grow and increase 
competitively, it has become more important than ever, for the 
cost-to-consumer price be prominently displayed. 

Several markets have been using $3.00 on carton coupons. The low 
selling price will entice consumers to try and then hopefully 
continue to purchase our products. This price (price less 
discount = selling price) should be aggressively displayed on all 
fixtures and displays. 

In retail accounts with our Price Value fixtures, every effort 
should be made to place a header. Where the headers are in 
place, the discounted selling price for our brands should be 
featured. 

In stores where our fixtures are not being used, every effort 
should be made to display our brands and selling price on the 
available fixture. If the account refuses our signage and 
advertising for this purpose, work with the store personnel in 
placing approved signage. 

The pricing scenarios at retail is confusing the consumer. Most 
can't figure the best value cigarettes, even when they are 
looking for the best deal. 

By ensuring that the selling price of our Price Value products is 
visible and clear to consumers, we can increase trial and repeat 
purchases by price conscious smokers. 

ICR/CALL BOOK UPDATING 

In addition to monitoring and updating OOS and distribution 
status for each of your retail accounts, there are other areas of 
reporting which need continuous review as well. Philip Morris 
Merchandising Contracts (Box 30) and Competitive Contracts 
(Box 32) are critical areas which need to be monitored during 
each sales call. 

These two areas supply important information regarding 
merchandising opportunities. They should be verified for each 
sales call in your retail workload to ensure that all information 
is current. 

Accurate reporting and updates to existing information are 
necessary steps of each sales call. Take the time to review your 
call book and make any necessary changes on your ICR recorder. 

"Clean Up" your Call Book during December — it is important that 
end of year profile data is accurate! 
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4th QUARTER DESIGNATED DISTRIBUTION DRIVE 

This is the final quarter for the 1989 Masters Program. It is 
important to stress that accounts can and should set objectives 
to improve program performance during this quarter. 

The 4th quarter Designated Distribution Drive features the two 
packings of Superslims from Virginia Slims in all 5 Regions. The 
eight packings of Virginia Slims are not part of the designated 
drive. The program dates are October 2 - December 29. 

Participating Masters accounts achieving a final RSL on 
Superslims of at least 90% will receive an allowance of 96d per 
12M case of Philip Morris U.S.A. product purchased during the 4th 
quarter. Those achieving at least 85% will receive 48<? per 12M 
case. The final RSL is based on the last time each retail 
location is measured during the 4th quarter. 

Sales Representatives - it is important that you monitor all 
packings of Marlboro and Superslims distribution/out-of-stock 
since Masters allowances are paid based on this reporting. 

Be sure to communicate to your DM any non-compliance of VAD 
services by VAD accounts. 
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COMPETITIVE OVERVIEW 


The following is an overview of brands introduced or being tested 
by competitive companies. 

American Tobacco 


Misty Slims 100's Regular and Menthol is being tested in 
Bakersfield, CA and Shreveport, Louisiana. It is geared towards 
the V.S. smoker. The brand is being tested at full margin prices 
in Bakersfield and at generic prices in Shreveport. 

In July, Malibu Ultra Lights 100's Regular was introduced 
nationally. This brings the total brand family to seven 
packings. 

Montclair 100's began a regionalized rollout during September. 
This product is sub-generic, same as Pyramid. Montclair 100's 
are available in three packings, Full Flavor Regular, Lights 
Regular, and Lights Menthol. 

Brown & Williamson 


Generic priced Viceroy began national distribution during 
January, replacing all full margin packings. This brand is 
marketed in four packings: Kings Regular, 100's Regular, Light 
Kings, and Light 100's. 

Belair is being repositioned as a branded generic primarily in 
markets east of the Mississippi. Four packings are available: 
Full Flavor Kings and 100's, Lights Kings and 100's. 

Capri 120's is currently in its eleventh month of test in 
Louisiana. 

Liggett 

Pyramid, introduced in January, created a new sub-generic price 
tier. Five packings were distributed during the initial 
introduction. During June, an additional four packings were 
added. Distribution has remained limited throughout its entire 
campaign. 

Lorillard 


Spring Lemon Lights is a full margin brand which began testing in 
April. The test markets are: Arizona, Milwaukee, and Hartford. 
This product is available in regular and menthol and is reported 
to have a lemon taste. 
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RJ Reynolds 


Chelsea began testing during March in Tampa/Orlando, Eastern 
Pennsylvania and Nevada. This brand, available in slim 100's 
Regular and Menthol versions, is being promoted as "The first 
cigarette that smells good" and emits vanilla scented smoke when 
lit. 

Vantage Excel 100's is being tested in Michigan, Little Rock, and 
New Orleans. This new entry emits less side stream smoke. 

Magna 85's, available in four packings, completed its national 
roll-out during March. This generic priced product is marketed 
towards the Marlboro smoker. 

During the first quarter of 1989, Doral introduced three new 
packings - Full Flavor Menthol 85's and 100's and Ultra 85's 
Regular. This brings the total brand family to ten packings. 


2060406704 


Source: https://www.industrydocuments.ucsf.edu/docs/lqglOOOO 


2060406704 



MILITARY 


Only Two Months To Go ! 

Through September the PM military sales increase for YTD 1989 
remains intact at +6.2%. Even though our September monthly sales 
reflected a decrease of 7.6%, we are well aware of the 
circumstances that caused this: 

1. Fiscal year end 

2. AAFES, Coast Guard and Marine exchanges 
July pre-price increase load-in. 

3. NAVRESSO pre-price increase load-in August 

We all know 1989 is not over yet. We learned from being +.5% in 
1987 and missing our goal in 1988 by 100,000 cartons at -.5%. We 
mentally prepared ourselves for 1989 and worked hard every month 
to achieve our current sales increase. We also know now that 
status quo sales are not enough during the final sales period 
until 1989 is over. And remember the words of baseball great 
Yogi Berra, "It isn't over until it's over"! 

That's why we can not and will not let up in 1989! 

We must take advantage of every opportunity in the final two 
months. This is the time to fill those lingering distribution 
gaps for Alpine, Cambridge and FVB. These brands have the track 
record. Your sales efforts achieved this track record. Prepare 
visual bar and pie charts on your Zenith Lap Tops and show the 
military buyers what PM has done. Utilize every POS piece, 
coupon, VPR and incentive to give our fast selling brands 
promotional exposure and visibility. Your POS warehouse should 
be empty when you go on your Christmas vacation. 

Superslims follow-up 

Now is the time to follow up with those accounts that did not 
accept Superslims during the introduction. Don't forget to point 
out to buyers and store managers that 10% of the military service 
force is female and that 58% of servicemen are married. Make 
them aware that Superslims from Virginia Slims are especially for 
this segment of their population. 

You Can Do It! 
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Don't forget that PM's new full priced brand space allocations in 
Army and Air Force commissaries increased measurably with their 
new fixture agreements. You can find a way to get a 30 carton 
facing for each packing on all commissary fixtures. Promote 
these newly displayed cartons with $2.00 coupons for fast 
movement. Be sure to coupon as many other PM brands on the 
fixtures, especially value/ generic packings. 

In exchanges where cartons are displayed on smaller fixtures in 
rows, you should aim for 2-3 rows (6 cartons high with 6 cartons 
back up). Make use of gondola end caps for carton promotions and 
dump bins for pack promotions with VPR's. Utilize every P.O.S. 
piece and make sure to set up check out displays at every 
opportunity in heavy traffic lanes. 

It's all up to you and your Military Merchandisers! We must put 
the finishing touches on 1989. Five sales periods have taken 
place in 1989 and you found a way to win. Don't let up now. 
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5PECIRL PROGRAMS 


ALPINE NOVEMBER B1G1F PROMOTION 


During November, Alpine will run a B1G1F promotion. This promotion has 
been designed to generate trial, encourage repeat purchases, and gain 
distribution. As Alpine's last PPP month for 1989, November represents an 
excellent opportunity to communicate Alpine's low price point and reinforce 
the "Refreshment at a Value" image. 

Program Details 

Display payments will be $4.00 for the 50 deal floor displays and $2.00 for 
the 20 deal counter display. Every effort should be made to leave back-up 
stock when this promotion is used to gain distribution. 

Southland Corporation 7-11 will not be participating in this program. 

Materials 


Alpine 2 For 1 Posters, Alpine Large Posters and Alpine Static Cling Decals 
will be shipped with 50-deal and 20-deal displays. 

No sell sheets will be available for this promotion, however, the following 
dimensions can be communicated to interested accounts: 

20 deal floor display — 14" X 11 3/8" X 8" 

50 deal floor display — 61 1/4" X 22 1/2" X 19" 

Disolav/Product Allocations 

Displays and product have been allocated to section who in turn allocated 
them to sales territories. Your section office will inform you of your 
territory's allocation. 

Military 

The military has been allocated approximately 3% of the total deals or 1.66 
million units in order to further strengthen military sales for Alpine. 
Product for the military will not be polywrapped in Richmond. 

Complimentary product will be provided to the Military and deals will be 
polywrapped in the field. Military in the New York trading area will not 
be included in this promotion. 

Military allocations: 100 pack displays — 20 per AMMS 

Polywrap — 50 per AMMS 

Reporting/Invoicing 2060406707 

Use Promo Code 603 for the 20-deal counter display and Promo Code 604 for 
the 50-deal floor display when completing the Chain Merchandising Invoice. 
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SPECIAL PROGRAMS 


VIRGINIA SLIMS BOOK OF DAYS CARTON PROMOTION 
PROGRAM DETAILS 


Once again, one of our most popular carton promotions is heading 
our way — the Virginia Slims Book of Days. During the November 
and December Sales Cycles (October 30 - December 29), consumers 
will receive an attractive Book of Days with any carton purchase 
of Virginia Slims. The format of this year's book is similar to 
the previous year's, but has been designed with more writing 
space for daily entries, an expanded notables section and phone 
directory. 

Shrink-wrapped with each book will be an offer for an organizer 
that is similar to a filofax. The leather-like cover will 
accommodate the Book of Days and will come with a pen, note pad, 
credit card/business card holder and an address book. Each 
organizer can be personalized with initials as ordered. 

As part of Virginia Slims Book of Days promotion in November, we 
will be producing "Try New Superslims" stickers (250 per SR) to 
be used on all Book of Days POS pieces, both mainline and ethnic 
(posters, headers, shelf-talkers). The sticker should be 
positioned in the upper right hand corner on these pieces without 
covering any copy, warning box or tar and nicotine. 

Sell-In 


° Solicitation to your Independent retailers is to begin upon 
receipt of these instructions and the presentation 
materials. Your Division Manager will inform you of chain 
acceptance. 

Display Period 

0 National: October 30 - December 29, 1989 

0 Military: October 30 - December 31, 1989 

Display Payment and Information 

0 10 carton — The display payment for the 10 carton display 
(mainline and ethnic) is $3.00. The 10 carton display is a 
counter unit designed for high volume pack outlets. The 
dimensions are 33" x 20" x 12". 
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0 30 carton — The display payment for the 30 carton carton 
display is $6.00. The 30 carton display dimensions are 69” 
x 22" x 16". Due to some outlets refusing a 30 carton 
display from Virginia Slims, this display can be set with 
smaller increments of product, but not less than 20 cartons. 
This reduction should be offered to an account only if you 
are unable to achieve 100% utilization. 

On-Carton Attachment 


A carton attachment has been provided for stores that cannot take 
a display. This piece will resemble an on-carton coupon and is 
to be applied by Sales Reps or Merchandising Reps to cartons on 
the regular carton rack. The "coupon" can be peeled off and 
mailed in for a free book with one carton purchase. Sales Reps 
will each receive 100 attachments. 

Display Requirements 


° Attempt to display all authorized packings of Virginia 
Slims, including the newly introduced Superslims. 

0 Product mix is to be determined by local market conditions 
and consumer preferences. 


Materials 


POS materials to be supplied are posters, shelf talkers, sell 
sheets, counter cards (both mainline and ethnic) and carton 
attachments. The shelf talkers and counter cards have tear-off 
pads attached that offer the book by mail by sending $2.00 and 
one carton UPC code. 

Southland and Mobil — December 


Southland and Mobil have approved presentation of the Virginia 
Slims Book of Days promotion to their divisions for the December 
Sales Cycle only (November 27 - December 29). SAM's and AM's 
with Southland and Mobil responsibility must present and secure 
authorization from their Southland & Mobil divisions. 

Southland 


The promotional materials for Southland are set up into two kits; 
stores that have value added displays and stores that do not have 
value added displays but wish to participate in the promotion. 

w 

Stores With Value Added Displays 
Incentives 

Department marker headers 
Display strips 
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SPECIAL PROGRAMS 

Stores Without Value Added Displays 

Incentives 
30 carton displays 

Mobil 


An additional allocation of 10 carton displays and incentives has 
been produced for Mobil. 

Display Allocations 

Your section office will inform you concerning how many displays 
have been ordered for your territory. 

Display needs for Southland and Mobil are over and above your 
section's allocation. Because of the limited quantity of 
displays produced for these two chains, be certain to only order 
as many displays as you have stores participating. 

Reporting 

ICR instructions are included with this PPP. Normal reporting 
procedures apply to Sales Reps' Call Summary and Weekly Expense 
Reports. 
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SPECIAL PROGRAMS 


MARLBORO HISPANIC LEATHER WALLET 
PROMOTION DETAILS 


Beginning November 13th and continuing through December, Marlboro is 
sponsoring a special two-pack leather wallet promotion in Hispanic 
accounts. This promotion is designed to encourage trial and build 
loyalty among Hispanic smokers. With every two pack purchase of any 
packing of Marlboro, consumers will receive a free all-leather wallet. 
This promotion is geared toward Sales Reps with 20 plus Hispanic 
accounts. 

Display Units 

This program offers a 20-unit display. 

Retail Offer 


Payment for the 20-unit display placed in a self-service position with 
a maximum of one display per store is $2.00. Displays should be 
offered to high volume outlets and are in addition to normal cycle set 
sells. 

Product Mix 


All packings of Marlboro will be featured. Quantities should be 
adjusted based on local market opportunities. 

Ordering Allocations 

Attached is the display quantities per territory. 

Reporting 

ICR instructions are included in this PPP. 

Normal reporting instructions apply to Sales Reps' Call Summary and 
Weekly Expense Reports. 
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5PECIRL PROGRAMS 


7-11 NATIONAL CIGARETTE QUARTER PROMOTION: 

Southland has designated the fourth quarter, 1989, to be National 
Cigarette Quarter. Philip Morris will be the primary promoter of 
cigarettes during the month of November. This promotion consists 
of a Retail Incentive Program together with a Retail Sweepstakes. 

° Retail Incentive Program 

The program will feature the Benson and Hedges Signature 
Collection Pack/Carton Program for the first two weeks of the 
month. This will consist of a free Benson and Hedges Travel 
Alarm with the purchase of two packs of Benson and Hedges and 
a free Benson and Hedges Travel Kit with the purchase of a 
carton of Benson and Hedges. The second two weeks of the 
month will feature a free Marlboro Wallet with the purchase of 
a carton of Marlboro. 


These promotions are to be featured on the Value Added display 
where available. Signage will be provided to call attention 
to the promotion. 


For stores that do not have Value Added displays, a Benson and 
Hedges Signature Collection 96 pack/45 carton floor display 
and a Marlboro Wallet 30 carton floor display are available. 


Posters are provided for both promotions. Every effort should 
be made to place these posters in prominent, highly visible 
positions to draw attention to the program. 

NOTE: For 7-11's not scheduled for twice-a-month coverage, 

please discuss with your Division Manager coverage 
responsibility. 

0 Display Payment 

Marlboro Wallet 30 carton: $6.00 

Benson and Hedges Signature Collection Pack/Carton: $12.00 
Value-Added: Contracted Merchandising Plan 

0 Reporting 


Marlboro 30 Carton Display: 
Marlboro Value Added: 

B&H Pack/Carton Display: 

B&H Value Added Display: 


Promo Code 
Promo Code 
Promo Code 
Promo Code 


629 

630 

631 

632 


° Retail Trade Gifts 


Retail Trade Gifts are provided for participating stores to 
enhance participation. These incentives include Marlboro 
Brass Lighters and/or Benson and Hedges Travel Kits and Travel 
Alarms. 
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MCR REPORTING INSTRUCTIONS 


SIXTH SALES PERIOD OCTOBER 30 - DECEMBER 29. 1989 

SPECIAL $2.00 COUPON PROMOTIONS - COMMISSARIES/EXCHANGES 

Free non-contract Displays erected (Box 12A): 

Type: Coupon promotion with floor display (unmanned) 

Report usage of on-carton coupons on PM brand packings 
Incentive type: Enter/Mark #2 - coupons only 

VIRGINIA SLIMS SUPERSLIMS FOLLOW UP 


o Special $2.00 coupons 

o Special 25 cents pack VPR's 

o Virginia Slims Book of Days promotions 

Type: Enter/mark unmanned, other 

Incentives Used: Box 16 

Incentives Type: Enter/mark #40 Virginia Slims 
Quantity: Enter/mark quantity of V.S. Book of Days used 

CHECKOUT DISPLAYS PLACED (BOX 12B ) 

1. Superslims 30-pack vertical only 

2. Superslims 20-pack horizontal only 

3. Other brand displays (vertical an horizontal) 

4. Superslims and B&H 100's displays placed in "serve 
yourself" fixture - use two multipurpose cards. 

Total paid: Report total of all paid displays - national 
local. 
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